MANAGING YOUR PORTFOILIO

After your accounts are established and the behind-the-scenes work is in

place, we would like to meet with you at least one more time. The purpose of

this meeting is to make absolutely sure that the plan we have in place is the

plan that works for you, and to give you and us another opportunity to get to know each other and pose
questions that need to be part of the long-term process.

We will do a detailed analysis of your portfolio each month. Your portfolio analyst will consider the
details of your needs and portfolio, and recommend changes (trades) as a result of our phasing-in
process, changes in market valuations, the natural results of your cash needs, etc. The analyst will
submit recommended changes to your portfolio manager, the portfolio manager will consult with your
portfolio strategist, the details will be examined and re-examined, and a determination will be made of
the current transactions necessary to move your portfolio forward. Trades will be made, Fidelity will

inform you of the transactions, we will audit the trades for accuracy, we will update our notes, and so on.

In spite of our combined efforts to develop a long-term, stable, bulletproof plan, things will change.
Your cash needs will change, you will add or subtract material amounts to or from your portfolio, or
circumstances will suggest a reconsideration of the plans in place. It is your responsibility to inform us
of changes in your financial situation. We don’t need you to do any work, we just need you to stay in
touch and keep us informed.

Fidelity will send you monthly statements of all your accounts. We will send you quarterly reports to
inform you of the details of your plan and your portfolio’s contribution and adherence to the plan. We
are available to meet with you or speak with you by phone at your convenience. We work very hard to
make ourselves available, and hope you will find contacting us and meeting with us to be comfortable,
informative, and purposeful.

By virtue of our monthly detailed work on your portfolio, we are able to constantly consider your short-

term cash needs, update your asset allocation to our models, and begin to adjust your portfolio to adhere
to changes in your needs and objectives.

FINAL THOUGHTS

We have written the above commentary to help new and/or prospective clients understand the process
of becoming our client and accessing our portfolio management services. We have been right here on
our little corner of the world for a long time and we plan to be right here for many years to come. We
hope that you will come see us — get to know us and let us describe our services. We like to close our
client communications with phrases like “call or come see us when you can.” We mean that and
recognize that we are privileged to serve our clients and friends.
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Doug and our very able staff have designed the approaches and developed the investment models
used to manage our clients’ portfolios. All portfolios under TD Capital’s care are focused on what
we call the “controllable elements” — diversification, cash-flow provision, tax-efficiency, and
cost-control.

We’ll ask you to provide information pertinent to the analysis process. This will include tax and
holdings information and may expand to include other financial information.




It will be helpful, but certainly not required, if you bring the following to your initial session:

Copy of most recent tax return.

Copies of recent brokerage, retirement, annuity statements.

Some thoughts on your plans, objectives, goals, etc.

Pension and Social Security expectations.

Company sponsored retirement, deferred compensation arrangements, stock ownership
and options, private firm ownership, etc.

e Real estate and other holdings (along with any associated mortgages or debt).

e Cost basis of taxable holdings.

This information will help us to create spreadsheets and do some preliminary analysis of your situation.
At the next meeting, we will expand the data gathering and analysis process that is so critical to meeting
your goals and objectives.

SHARING INFORMATION

By now we will be able to share with you some snapshots of your portfo-
lio situation. We should be able to assess difficulties and costs

associated with making any changes to the structure of your portfolio. Most
importantly, we can give you some informed thoughts on your portfolio’s
abilities or constraints as it relates to your goals, objectives, and cash-flow
needs.

Again, you are welcome to bring anyone that you wish to this meeting. Included from the TD Capital
family will most likely be Doug Smith along with our Portfolio Manager — John Harrell. John is respon-
sible for much of the analysis utilized to make this meeting and conversation meaningful.

You will find that we are very practical, straightforward folks. The underpinnings of our work are tech-
nical and complicated, but our conversations and presentations to you should be candid, focused, and
understandable.

The issues that seem to dominate these more detailed sessions often include some re-visiting of our ear-
lier conversations, as well as enhanced personalization. The most critical element of portfolio manage-
ment is suitability - your portfolio’s contribution to meeting the goals and objectives of its owner: you.

Based on our acquired knowledge of the details of
your financial picture, we will develop a plan to
share with you. This plan will include the structure
of a portfolio designed to meet your needs and ob-
jectives, a consideration of your cash flow needs
and expectations, and other items of financial
importance that we have identified during the data
gathering and analysis process.

John carries an undergraduate degree in
Finance from the University of Memphis, and a
Masters of Business Administration (MBA)
from the comprehensive program at Christian
Brothers University. He is preparing for
advanced studies and designations in the
collateral areas of investment management
and personal finance.

IMPLEMENTING THE PLAN

We will do our best to present the plan to you in a straightforward, un-

derstandable fashion. We must note, however, that the plans we develop

are extremely detailed and long-term. We ask in advance for your pa-

tience — it sometimes takes a little time for our clients to fully grasp the intricacies of their portfolios and
plans. We’ll talk about how your cash needs will be funded and provided, the plethora of asset allocation
categories required to create a truly diversified portfolio, the use of short-term instruments and invest-
ment grade bonds, and procedural “stuff” related to your accounts, until you are comfortable that you
understand our intentions.

At this point, we will suggest that you sign some paperwork to establish brokerage accounts with Fidel-
ity Institutional Wealth Services. You may need individual accounts, joint accounts, IRAs, custodial ac-
counts for children, trusts, etc. Accompanying the account applications may be other paperwork that is

necessary to set up features on your account as well as granting us permission to work in your accounts.

Peggy Campbell will gather all your paperwork and direct our Fidelity representatives to establish your
accounts, arrange for the features you need (regular cash-flow, electronic links to your checking account,
etc.), and monitor any transfers of your holdings to your new accounts. Peggy will keep in touch with
you as the accounts, features and transfers are taking place, especially during this transition period.

Our fees are based on the assets under our management and care. The annual
fees range from 1% of assets for relationships less than $500,000, to %% if your
portfolio is between $1/2 million and $1 million, 2% if more than one million, but
less than $2 million, and .35% (.0035) if more than $2 million. Our fees are al-
ways billed in arrears (after we have performed services), and usually following
the end of each three-month period. Most clients choose to have their investment
management fees paid from their Fidelity accounts.

Meanwhile, we will be assigning a client service team to you, and plotting the next few months of ef-
forts to structure your portfolio in accord with your plans. We will also be integrating your portfolio into
our technology systems — for detailed portfolio analysis, reporting to you, access to data and notes about
you and your plans.

Your Client Service Team includes:

Portfolio Strategist
Portfolio Manager
Portfolio Analyst
Client Service Manager



